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: EQUIPMENT DISTRIBUTION PROGRAM 

" I. FOREWORD: 

* This program deals with the methods by which REA borrowers can work 
in collaboration with dealers for the purpose of supplying all types of elec- 
trical and plumbing evuipment to meet the needs of all consumers, in conformity 
with current policies. 

Tt is recognized, however, that REA borrowers in some areas may be 
compelled by circumstances to assume the responsibility of merchandising 
electrical equipment particularly farm production equipment. Therefore, a 
complete prosram by which needed electrical eyuipment may be made available 
to all consumers should include sound, workable methods which may be used by 
such borrowers. 

In order that appropriate recommendations on the distribution and 
servicing of equipment may be made to individual borrowers, a study of the 
dealer situation in each cf the ten regions should be mace immediately. A 
procedure ior making this study is attached. 
dae. - PURPOSE: 

To assist RHA borrowérs in isaking it possible for their consumers to 

Fs procure and install needed pie ra ie end plumbing eyuipment of good quality at 
reasonable prices,and to insuré.adequate servicing of eyuipment, in order to — 
bring about better farm and commun ae living “through: 

. F 

A. Increased farm income. 
B., Better heaith,and PMSLST PRs 
C. Increased efficiency and the ing, of time and ‘labor, 
D. Community improvement. 
EK. Complete area coverage. 
F. Low cost of electricity. , 
G., He-payment of Government loan. 
TII. RESPONSIBILITIES OF APPLICATIONS .ND LOANS JIVISION: 


To guide and assist REA borrowers in the formulation and application 
of plans, policies and procedure for the distribution, financing, installation 
and servicing of electrical and plumbing equipment for farm, home and community 


use. 


A, OFFICE OF THE CHIEF: j 
Overall responsibility for the successful administration of the program. 

p 1. Recommend policies and procedure in equipment programs, for 

4 administrative approval. 

2, Coordinate with other divisions concerned (Information, Finance, 
Design and Construction, Management, Legal) procedure on the 
equipment distrioution progran, 

3. Establish and maintain contacts with national and district organiza- 
tions, educational, commercial, and other, to beck dinake and stimulate 
activities on a nation-wide basis in the distribution and servicing 
of electric equipment. 
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REGIONAL OFFICE RESPONSIBILITIES: | Soa _ 


1, Assist borrowers in the inauguration and successful aduiiaunesmen| 


of activities concerning electric ey ier ne distribution, PERE 
programs to meet regional needs. 


2. Supervise Applications and Loans field:activities, including 
definite follow-up action on conditions as reported by field 
personnel. 


3. Make recommendations to and consult with ‘the REA power utilization 


consultants, on poliey and procedure changes, + 


4. Maintain a system for making available field reports and certain © 


types of information gn each Donro Ven electric equipment dis- 
ee ety activities, 


5. Establish and maintain contacts with district organizations, 


commercial, educatienal and other, to obtain cooperation for 
launching equipment distribution and servicing PrOe eta 


Malar RESPONSIBILITIES OF FIELD STAFF: 


Guide and assist borrowers in making available to consumers, needed , 
electrical and plumbing ecuipment for farm home and community use, and 
recommend adequate financing, installation and servicing of such equipment. 


1. 


Learn status of exist§{ng cooperative conditions and the -relative 
need for an eyuipment distribution program, Illustrative of factors 
to be eonsidered are: 


a. Average KWH consumption. 

b,. Percent of minimum bills, 

c, Saturation of equipment and local farm equipment needs. 
d. Financial conditions of borrowers. 

e. Line development and new member connections, 


Evaluate dealer participation and cooperation, Assist borrowers to; 


a, Make a study af the electrical equipment distribution situation © 
throughout the system area. 


See suggested forms attached for reporting on private and 
eooperative dealers, : 


b. Analyze the study to determine availability of all needed Lypeame 
oer es see ree equipment for consumers use. 


1. Discuss with cooperative officials results of study -- needs , 
for developing and extending eyuipment distribution program, 


2. if REA borrower is now mérchanaleanee aiscuss present status 
of activities and future plans. 


OOLO0S 
3. 


— b, (Con'td’. ) 


3. Discuss the advisability of extending investigations, of 
established and proposed dealers, on distributor and . 

. os ° ey ; . ey : 
manufacturer. level prior to establishing definite equipment 


distribution program, 


4. Assist borrowers in the selection of Suitable personnel 
for conducting educational-promotional activities. 
see suggested guide ror selection of such personnel. 


2+ Assist in training borrower personnel responsible for 
advancing the equipment distribution programs, as well as 
other borrower personnel, such as cashier, lineman, and 
others in position to advance this program. 


Assist borrowers in planning and developing year-around, 
Special and intensified equipment distribution programs, 


including education in the use of electrical e\yuipment. 


Tilustrative of these are programs on: 


New members Laundry equipment Garden watering 
Minimum bell users Feed grinding Portable motors and 
Home and farm 1 


ighting Brooders other uses of elec- 
Water systems and plumbing Poultry lighting | Lricily peculier to 
. iceds of system area, 


7. Assist borrowers in the establishment , development and main- 
tenance of complete dealer ge, participation and 
cooperation. 


Illustrative of thé assistance which may belgiven:is: 

a. Arrange for displays of electrical and plumbing eyulpment: 
- In cooperative office‘on rotation basis. 
-. At annual meetings. 


- At state and county--fairs. 
- At all types of demonstrations. 


how 


c. Conduct appliance saturation survey and make propsect 
| lists available to dealers. (See attached sample of survey) 


d. Arrange 1.ith local dealers for meetings to discuss eyuipment 
distribution programs. : 


These meetings should cover such subjects as: 


1. Present and future development of area. 

2. Financing program and collection facilities, 
3. Installation and servicing policies, 

4. Display facilities for dealers' use, 

Dw Publicity programs. 


f, Provide adequate financing for consumer purchase of equ 


g. Assist dealers in working out installation problems. 


Tllustrative of such assistance is:- 
i 


Illustrative of such arrangements are: 


‘1. In areas where no servicing facilities are available, 


ee Estapiven cooperatives! servicing center, * 


3 


be Promotional sales incentives - - disc n 
Sales; itrade+ins (ian a it 
7. Special and seasonal programs... — pie 
&. REA standards and sa Soneiabtes 0 0 em 
ex ‘ a id , 
Conduct. effective Rape | progres on electrical 
through: | BS ae vadBnn 


News-Letter 

Newspapers 

Radio 

Contests 3 
Letter enclosures ? € Le eteake 
Member meetings . 


Onwm FWD 


i. Offer: treet: insta ee of cyuipment durin, special 
campaign periods. 
2. Offer free inspection of addit ional wiring rowuined 
for installation of equipment. ae 
3. Offer free installation of equipment such as range, 
water heater, hotplate, ctc., in schools, community 
buildings, churches, cles in arderibc ree aw 
use of this type of equipment. 


Develop with dealers well-defined and dependable arr rangen 
for the servicing of consumers' eyuipment, and have a cle 
understanding with all dealers that unless dependable 
servicing is provided by dealers, no assistance will be 
furnished by cooperative on promotional activities, and 
cooperation with dcalers must be curtailed, Where eu 
investigate the possibility of the cooperative sponsoring 
servicing activities. 7 


establish independent servicing centers. 


a. For use of all dealers. | 
b. Staffed with qualified personnel 
c, With reasonable price schedules. 


Sponsor training courses for Tari ss to handle me 
repairs. of equipment. 
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a cooperative ee 
“Je Encourage Aealone to carry BS el bal ile dines of clectric home 
pest a farm ye ne a ih ee A pra OS.” Ja 
Set) i ae wn eS 


ia Madbdtn Gone ESuck ree ea Wie and encourage an 
es equitable distribution of new ye eae to rural consumers. 


te Establish and maintain close contact with dealers in system 
and to be certain adequate power is Sa fant new 
ya RSS Se on Cbd coe ih | 
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_ i, Emphasize the destrabhiity of ‘complete fester ar, of the - 


_ REPORT Ow ELBCTRIG At PLU 
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Project Designation: ; | sh aaa srt hhontearseser yy” 


+ heeds See bina tics eae sare oni of 
1. Give name and address of the dealer.» “What. emphasis does he, 
‘electrical and plumbing equipment sales? What other mercha 


does he carry? Is electrical saiciane hada pet a ay si 


a 


is 
#4 


2. What aco 
aaa: What Oca 


3. What personnel are employed? is the store open evenings? 


4. What is the coverage or relative attention paid to the rural area? 
What delivery facilities are available? Does dealer cooperate wit! 


/5. What servicing facilities are available? 


6. What financing arrangements are available? 


i 


‘ 


7. What are the display facilities? Is the space adequate? 


8. What are dealer's promotional plans? 


‘ 


(Person making report) 


’ 


AY te eye ; ‘ : on 4 - 
Ne cake ¥ c ‘ 
ese RECOMMENDATIONS a. 


. oe ‘committee within A & L Division be es Lane ta to review 
sult s of the national studies referred to in the foreword, and 
use this information as a basis for making recommendations with 
Batt reference to future equipment Mat ce Wake oaeraa se and Pea eas 


5h: 


That wherever feasible and advisable the Bored! be urged to 
employ an electrical farm and home equipment adviser. It being 
recognized that a majority of the borrowers will require Lhe 

_ services of a trained person to assist members in Obtaining the 
most adequate equipment to meet their needs and to make the best 
use of this equipment. This employee must have the necessary 


educational and sales experience to handle this t ype of work with 
rural people. ; 


That power utilization conferences provide for training in latest 


policies and techniques of cooperative equipment distribution te 
' dealer participation. 


+e That consideration be given to off peak operation of various types 
_ of cquipment, annual service plan and other promotional rates. 


That a manual be prepared for use by borrower personnel responsible 
for this program. The manual should outline the scope of the work 
to be done and explain in detail, concrete illustrative methods - 
Which can be used by the Ves dcent 


nature of the business, (Separate cooperative, partnership,. etc.) 


REA borrower and the a A 


The answers to the following questions are to be supplied in a Sef 
field report and are indicative of the information needed to eva. | 
the borrower's merchandising activities when it as desired o make 
special field examination of a direct selling program. It is exp 
that the field representative will obtain additional information 
survey which should be included in the report. It is believed that 
of these questions should be answered completely to permit a thoroug 
and objective analysis of their practices, any: Rape gnis* mnie ie 


Type of business: ‘Is the sales organization the REA nernowes icone 
so, how is the business governed and controlled? If not, describe a e 
What is the legal status of the organization? ce 
Who are the aie auc es personnel? 

Are any of them related to cooperative officials or personnel? 


Geek te How is the business financed? 
What is the available capital for the business? 
What 26 tne -curren: pe 


Physical Pacilitiess, What 16 Une LocevLon ov the store with respect 
the borrower's office and other business establishment? 
Deseribe the sbore. dneludin i; display, counter, bin, warehouse and Ba. 
space. | | 

Does the business have its own truck? 
Personnel: How many peopie are employed and what . are their re 
Are they paid on a salary or commission basis? 
What amount are they paid per year? 

Describe specifically any coal foe employment of personnel between 


Types of equipment sold: List types and makes of equipment stocked or 
on an order basis. | i 
What are the future plans for changes in the types of merchandise can 
pournces of equipment: Describe any franchise, contract or purchasing “ 
agreement naming the manufacturer, jobber, wholesaler, etc. ” 

; me : eee Rs 
Inventory: What is the present inventory level and what is the average | 
annual inventory level in quantity or dollars, by major types of equipmel 


Farmstead wiring: Does the business engsge in farmstead wiring? 
If so, what ere the price policies: for This wype or worn. 
If possible, give illustrative price schedules, How 15 Wiring igen 
handled? ; / | ! 


-9-+ 
4 
Plumbing activities: If the store has engaged in plumbing activities 
other than pumps or water heaters, specify the nature and extent of such 
activities. | 


Retail price policy: Is merchandise sold at the regular dealer price? 
If not, how are prices determined? 


Trade-ins: What is the trade-in policy? 


Financing: What is the credit policy? 
What is the source of the financing fund? 


Installation policy: Does the store deliver or install its merchandise? 
If not, who does? 

Are installation and delivery charges included in the purchase price? 
Or, is this a separate charge? 

Comment specifically regarding range and other heavy duty equipment 
installations. 

Are churches, schools and community buildings given special treatment? 


‘Bguipment servicing policy: What guarantee is given on the types of | 
equipment sold? On repair parts? What repair and servicing facilities 
are available? What is the policy for charges on ‘Tabor, parts, mileage, 
and overhead? ules iy er : 3 


Collections and repossessions: What -is the collection system on accounts 
and notes receivablé? What are the amounts and the comparative percentages 
of delinquent accounts? What is the number of and method for handling | 
repossessions? 3 : | | 


insurance and taxes: What insurance is carried? What kind of taxes :are 
paid? 3 


Accounting methods: In general, are all of the store's accounts kept separate 
from*the general opérating accounts of the system? Is cach kept in a separate 
account? Separate bank account? 


zany 
u 


Promotional activities and policies: What are the kinds and extent of ad- 
vertising used? What demonstrations have been held, or are planned? What 
other promotional activities have been used? Were they successful? 


Financial Operating results: Give in schedule form by months or year (to 
the extent such information can be obtained) data as to the: . 
1. Amount-of sales. 

2. Amount and sources of other revenue. 

3. Amount and nature of expenses charged to earned surplus or loss. 


Distribution of earned surplus: State what has been done with the carned 
surplus (profits) to date. Are patronage refunds the present policy or 
planned for the future? 


Reason for merchandising: What are the factors that influenced the borrower 
to enter the merchandising field? 


103 : 
RURAL ELECTRIFICATION ADMINISTRATION ron ee : 
WASHINGTON, D. C. : : 


Date 


SUGGESTED LETTER TO SELECTED PROJECT 


SUBJECT: LOAD INFORMATION SURVEY 


After struggling through the war years with their accompanying 
shortages of materials and labor, it might be well to take stock of 
what we have done and what we must do to put our cooperatives on a 
sounder footing. We must be ready when metcrials end equipment become 
available to aid our members in every way so that they will be able to 
put electricity to work more productively. 


The idea of an equipment distribution survey has come to us from 
a number of cooperatives who have conducted such a survey with good 
results. After studying the information received by these cooperatives, 
we feel that it gives a clear picture of the condition and needs of tne 
project as a whole and will greatly aid these cooperatives in giving 
better service to their members. 


We are interésted in seeing such a survey made on each of our 
cooperatives, but at this time it would not be advisable to make a 
survey on all projects simultaneously, therefore we have selected your 
‘eooperative, as one of those “in the state to carry oub this aelivigwe 


The enclosed forms and information sheets are merely suggestive 
and may be changed to suit your own desires and needs, We hope that 
you will discuss this matter fully with your Board and will sce the 
value of making such a survey. 


Very truly yours, © 


Regional Head re 
Applications and Loans Division _ 5 


as hy 


A SUGGESTED ISTTER TO ALL PROJECT MEMBERS 


Dear Member: 


Your Board of Directors and the Management feel that the time has come 
to take inventory of what our members are doing with clectricity and what 
they wish to do in the future. We are also interested in knowing how: you 
feel about the service and will welcome any criticism or suggestions as to 
how service may be improved. 


The- enclosed survey form, if completely filled in and returned to this 
office, will give us a clearer picture of your present uses of electricity 
and: your needs and desires for future appliances and equipment. This 
information will also enable us to make a better estimate of future load and 
_by prior planning we shall be able to give you better service. 


In many cases you have tried to purchase. electrical equipment or 
appliances, but due to shortages of such items have been unsuccessful. 
if this is true, and you have decided on the types, make and size that you 
desire, your Board and the Management will be very glad to assist you in 
placing your order and Will do everything in their power.to secure for you 
the, earliest possible pas ay Let us know if we can eee? you in this way. 


cia The basis ‘oe your Gedherative is’ the full sane ay of each and 
every, member.” The” Board a Sale) SBE Bape pls your participation in 


this survey form and returning it-as soon as possible.. 
oon ere ie 
THE COMMITTEE 
(If desired, interest can be worked up by offering prizes for partic- 
ipation and for the best suggestions. These prizes could be awarded at the 


annual meeting provided the forms can be distributed far enough in advance. 
A suggested paragraph for the letter follows.) 


Survey No. 


ne ne ect 


1. Name 
2. Address 
Se Location of Fann 


GEORGIA ELECTRIC COOPERATIVE 
EQUIPMENT INFORMATION SURVEY 


OE | CE A CT A ST ROR SS a NS SEED 


arm Equipment (cont. 
Pee SN eae eT ete ey Rec MO RARE SRT mee D |e log IDs juLp ( ) 


Have Now Plan. to’ be 
Co Electric Fence ‘eo: 
= 


4. Household Equipment i) 
Have Now Plan to Buy. ey (3 
( ) Radio ae) C) () 
CoPMURTEOh ah 6. Type of na ahe 
( ) Washing Machine i) What are your principal crops? 
( ) Refrigerator ‘oy: Corn ( (: JU Coiieee 
( ) Range (*) Grain Cy ( ) Tobacco 
( >) “Roaster” ee Hay Pier ae -( ) Truck 
( ) Water Héater (*) Potacoss” ( 7 (.) Fruit: 
AL) Ec ERs an Other , 
{ ) ‘Oe 7. What are your principe Livestock 
a) are products? 
500 Farmubdui ment ieee Milk ike cs na « ) Beef Cattle 
Have Now Plan to:-Buy . Cream te dhs. My ae Oe 
(.). Water Pump ( See Ties re mee) ( ) Sheep 
( ) Feed Grinder ( ep OePe a yee ( re ee) . 
( ) Brooder’ ~ C)o°2""8 O Criticisms or Recorimend ations. to 
(o)% Way Drier ( ) the Cooperative | 


Number of Motors 

jess than 1 H.P. 

ie rete SP ean Over 
() Milking Machine 


te) 
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A SUGGESTED’ PARAGRAPH TO BE INCLUDED IN THE LETTER 
IF PRIZES ARE TO BE AWARDED 


Through cooperation of the local dealers, we are offering a 
prize of a beautiful ELECTRIC RANGE to the lucky member whose survey 
number is drawn from the hat. Your survey form is numbered and if 
you return it properly filled in, your number goes into the hat. In 
addition to the main prize, an ELECTRIC ROASTER will be given to the 
member making the best suggestion for improving service, and an 
ELECTRIC MIXER to the member making the second best suggestion. Your 
Board of Directors will act as judges and their decision will be final. 
The winners will be announced at the annual meeting. 


a 


DESIRABLE QUALIFICATIONS OF AN EQUIPMENT 
DISTRIBUTION ADVISER 


In planning the equipment distribution program with the board of directors 
and managers it is important to make a careful and thoughtful selection of 
a qualified person to direct that work. The capabilities of the adviser 
selected will determine, ,more than any other one factor, the success of the 
program, His duties in developing and maintaining an active interest of 
member-consumers in an equipment distribution enterprise call for certain 
qualifications and abilities. Of these, the board of directors and manager 
should consider it equally important for him to have the ability to work 
with farm people and possess an understanding of the electrical equipment 
needs of farm families. This requires a friendly personality, and a real: 
understanding of the applications of electricity to agriculture, to farm 
homes and rural community centers. 


As a guide for boards and managers and for applicants themselves a state- 
ment of the desirable qualifications for the position of an equipment dis-— 
tribution adviser is attached. These prerequisites indicate the broad 
scope of the job against which the individual applicant should be measured. 
A person possessing all these qualifications to start with may be hard to 
find. The important thing is that the person selected have a favorable 
background; fundamental understanding and a sympathy for the job3 and be 
capable of growth on the job. 


Suggested Mininum Qualifications 


1. General Education -~should be equivalent to training at the 
college level gained through formal training or by experience 
and self education. 


2 Education in Agriculture -- should be in the fields of 
agricultural engineering or vocational agriculture at the 
college level or gained by actual farming experience in which 
he or she has demonstrated a comparable knowledge in modern 
farm practices. 


3. Distribution and Selling Experience -~ should be two years 
experience in retail selling. 


4, Training in Cooperative Methods and Practices -~ should have 
been gained through member participation in cooperative activities, 
study of cooperative literature, and an understanding of the basic 
differences between cooperatives and other types of business. 


d« Abilities and Attitudes --An equipment distribution adviser 
must have demonstrated ability to organize and carry out 
education and electrical equipment programs as well as the 
ability to work successfully with people, 


6. The equipment distribution adviser should have demonstrated 
abilities in keeping adequate records of the work. 
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vot Sepa _ GROUP TRAINING MEETINGS 


i ee OPO THesmuch as the length of the program will de dependent 
pide on so many factors which cannot de controlled, and the sub-— 
— — dects thet cen profitably be included will depend on both the 
‘speakers th t may be available and the background of the ad— 
_—-visers attending the conference, it is attempted here merely 
meee GO. List the primary topics for discussion. The emphasis and 
 . time devoted to each subject can be rensonobly determined 
mee ene by the field representative in charge of the. meeting. 


ae 
er. 


Suggested discussion topics are as followss. , 


1. Background of REA. How it operates, and cooper— 
ates with its borrowers. 


ee Background of cooperatives, their principles, 
motivation, and guiding concepts (Or, public 
utility districts, etc., where appropriate.) 


de Aims and purposes of the equipment distribution 
program. 


4, Analyzing your system and the area. How to make 
and use an appliance survey. Effect of geogrephical 
differences in your areas | 
5S. Analysis of the local dealer situation, How to make. 
PETORM What you need to know about dealers in your area. 
WO. te Related! farm “ana eaueTed Ky orgenizations, what they 
_ a0, and how they can help. 


7, How the distributor-dealer set-up functions. 


9, ‘Techniques for promotion of new approved equipment and 
“new use of electricity. ce ple a 
10. Publicity — what it is end how it can be used. in pro- 
| motion and education, . oa 


8. Techniques for promotion of established ecauinment lines. 


aes 


a3 


PROCEDURE IN INDIVIDUAL INSTRUCTIONS 

Before starting the instruction, it would be desirable to learn from 
the electrification adviser his experience, previous job duties, general 
background and familiarity with the system area. It is expected that the 
adviser will not have had actual experience in all the fields that are 
synthesized in the carrying out of an equipment distribution program in 
rural areas. By comparing the adviser's background with the desired qual- 
ifications as outlined in the guide for selecting an adviser, deficiencies 
in his prior training may be readily obvious. For example, a former appli- 
ance salesman is not likely to need much explanation in the nature of deeler-— 
distributor relationships, but he may need considerable education in the 
nature, scope and activities of the various agricultural groups and agencies 
with which he will be cooperating. Some of the advisers will already be well 
acqueinted with RHA, and its purposes an procedures; new employees should be 
indoctrinated in this field, 

The field representative should first be sure the adviser knew his 
duties, and has a generel understanding of the program sufficient to enable 
him to judge when he is attending to all of his duties, eni to know when 
he is attempting to engage in an unreleted or unwise activity. For in- 
stance, there is a rather narrow line between trying to help a consumer 
select and obtain eauinment suitable for his needs, and. appearing to act 
as a salesman for a particular competitive product, The first step in the 
training progrem therefore is an explanation of the equipment distribution 
program, and its aims. iS 


The next step is to wise up the local situation... This includes a study 
of the system, proposed developments, and appliance survey, a cooperative 
enealysis of the areas served, location of minimum bill consumers, and an 
analysis of any special factors such as a wholesale rate contract making 
off-peak sales particularly desirable. The adviser should prepare a list 
of all the dealers in*the area, and obtein complete information as to their 
stock, plens, procedures and services offered. He should -lso prepare a 
dist of all orgenizations which are represented in the system area, the names 
of ther leaders am their’ general fields of activity. Be sure tmt the 
advisers beer in mind such grouns “As the State College Stations, end sell- 
ing cooperatives, whose services are available through proner arrangements. 

Having become familiar with all aspects of the local situation, the 
next-step is to decide on the particular activities and promotional pro- 
graus to be instituted immediately, end begin laying out plans to effectuate ’ 
them. It ‘is not possible in this space to describe ell of the ‘activities; 
the field representative should however, review with the edviser the step— 
by-step methods of carrying out the programs selected for action. 


Each subseavent visit by the field ‘representative will in one sense 
be a continuation of the training program. 


SUGGESTIONS FOR TRAINING BORROWER PERSONNEL TO HANDLE 
THE EQUIPMENT DISTRIBUTION PROGRAM 


Introduetd Once VF oon atk le Se Rg eae 


It is intended. that the following comments will be considered by the 
REA field representative only as a guide, and that they will stimulate 
adaptations suitable. to the. borrower concerned..:In some cases the borrow- 
er's employee responsible. for this program will also be in charge of 
obtaining new members and easements, and be charged with the execution of 
all other promotional and educational activities.. The field representative 
has the task, which-frequently will be difficult, of helping both the 
employee and the manager coordinate the duties.and activities with which 
the electrification adviser is charged as to achieve a desirable emphasis 
on the different programs, meintaining a realistic approach: based on the 
situation as it exists on the individual system. 

2 ; : Soma ft ek ita eae 

In the beginning, then, it is believed that the field representative 
should indicate his recognition that the problems of equipment distribution 
are considered to be. a part of the overall job. the borrower is trying to do 
to help its consumers. The aim and purpose of giving svecial training to 
the oersonnel resvonsible for this program is to enable such personnel to 
make the greatest possible contribution to the members or consumers for 
whom they work. It is not sufficient for the employee to be a technically 
competent salesman of kilowatt-hours: he must understand, and show in his 
day-by-day work that he understands, the aims and purposes that brought 
about the organization of the borrower. For example, in a cooperative the 
training should include specific education in the principles of coopera 
tion.: Unless the borrower personnel responsible for the execution of the 
equipment distribution program understand that it is designed to serve the 
consumers and not simply to increase th cash receipts, the training will 
have fallen short of its goal. . | : 


Because of the extreme variations in conditions that will be found in 
the various states, the training suggestions have been divided into methods 
which can be used where the training will be accomplished through individual 
instruction, and suggestions for a program to be used where personnel can be 
brought together from several cooperatives at one time for a group meeting. 


Group Treining Meetings ( i ciaranectil 
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“The place for’ consumer credits 
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